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Hazmat Training 
Gets Boost 


SP’s Hazardous Mate- 
rial Contro} Officers 
trained 4,300 fire fight- 


ers and 824 policemen | 


in 300 communities 
along SP Lines last 
year, In addition, SP 
provided program de- 
velopment and instruc- 
tors to the fire fighters 
school at Texas A&M 


University, Gulf Coast ; 


Hazardous Materials 
Training Center at 
Beaumont and Califor- 
nia Specialized Train- 
ing Institute (CSTE) at 


San Luis Obispo. At | 
CST, where SP recent- 
ly constructed a spe. 


cially designed tank 
car, three instructors 
wearing their protec- 
tive “space suits” give a 
“thumbs up” to the ver- 


satile training device - 
that will help emer- | 


gency response per- 
sonnel do their job 
quickly and effectively. 


Salt Lake’s 
Quality Ramp 


John Ryda, manager of 
transportation quality 
assurance for Chrysler 
Corporation, recently 
recognized employees 
at Salt Lake City for 
achieving Chrysler’s 
QIP damage reduction 
goal set for ramps 
throughout the U.S. 
Thanks to the hard 
work of employees in 
Operating, Special Ser- 
vices and the automo- 
bile unloaders, the Salt 
Lake City ramp actually 


surpassed Chrysler's | 
goal by 30percent. This | 
was the first time | 


Chrysler had given out 
its Transportation Rec- 
ognition of Excellence 
Award. 
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| Intermodal Tops 
A Million 


| intermodal. For the se- 
| cond year in a row, SP 
| Lines shipped more 
| than 1 million intermo- 
dal units. The Intermo- 
dal Container Transfer 
Facility that serves the 
! ports of Long Beach 
: and Los Angeles set an- 
| other all-time record 
with more than 533,000 
| lifts last year. That’s 
, 23,000 more than 
| 1990's all-time high. 
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1991 was another re- | 
| cord-setting year for | 


i tion Lifesaver material 


: in Spanish. Locomotive 


| grade crossings than 


§ Y 


Operacion 
Salvavidas 


Pamphlets and a video 
promoting safety at rail 
road crossings are now 
available in Spanish, | 
thanks to the support : 
of Southern Pacific | 
Lines. Lena Guerrero, © 
chairman of the Texas | 
Railroad Commission, 
suggested that Opera- 


could reach more resi- | 
dents ifit were available 


Engineer Frank Torres 
of Del Rio served as 
translator on the SP- 
funded project. Texas 
has more miles of track | 
and more rail-highway 


any other state. 


. 
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$36 Million Rehab 
Halfway Complete 


More than 100 miles of 
continuous welded rail 
and 61,000 ties were in- 
stalled on SP Lines’ 
route between East St. 
Louis and Chicago in 
1991. In addition, 40 
public grade crossing 
surfaces were renewed 
and 165 miles of track 
ballasted and surfaced. 
SP purchased the 282- 
mile line in 1989. When 
the project is complet 
ed in 1993, more than 
129 miles of continuous 
welded rail and 145,000 
new ties will have been 
installed. 
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| Last November, the railroad’s 
key managers and labor lead- 
| ers met to prepare for 1992 
and beyond, and the chal- 
lenges they face as leaders of 


| the company. The weekend 
conference focused on qual- 

| ity, change and customer 
service. © “This meeting is 
a campaign to fulfill the prom- 
ise of our Mission Statement 
— to meet our 


customers’ needs and to 
become cost -effective,” noted 
President Mike Mohan. “The 


objectives are clearly defined. 
We know what needs to be 

| done. Now we must make it 
happen.” * The intense, 
two-day Leadership Confer- 
ence covered a lot of ground 
—~ customer satisfaction, SP 


Lines’ competitive position in 


plan is in place. The goals and j 
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the transportation market- 

| place, the Road to’93 busi- 

| ness plan, and the conimit 
ment to quality and quality 
leadership. It involved labor 
leaders and management. It 

| also afforded a unique oppor- 
tunity to honor several 
groups of employees who 
have used the quality process 
to make a difference in their 
work, 


On the Read te 93 


President Mike Mohan iden- 
tified the key areas where 
every railroader, working 
together as a team, can make 
a difference and help achieve 
the goals established for 
1992. “We must provide cus- 
tomer satisfaction,” Mohan 
said, “and we must be com- 
petitive and efficient. Every- 
thing we do must meet these 
key principles.” Here are 
the eight key areas: 

© Service Reliability. Im- 


prove reliability and consis- 
tency of service to our cus- 
tomers. © Revenue Growth. 
Increase revenues through 
new and existing business 
opportunities. @ Operations 
Budget & Performance. Get 
SP Lines’ operating expenses 
in line with the competition. 
e Equipment. Reduce 
equipment costs. @ Craft 
Plans. Improve productivity 
through craft plans, such as 
conductor only agreements. 
@ Plant Rationalization. 


Account for the use of assets 
such as main lines, branch 
lines, yards and fueling facil- 
ities. @ Cost of Quality 
Initiatives, Reduce cost of 
non-conformance, such as 
derailments, personal 
injuries, locomotive and car 
failures, and billing errors. 
© Human Resources Devel- 
opment. Develop human 


; resources in areas such as 


training, communicating 
corporate direction, and 
recognition and rewards. 
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you listen, you learn, 
ted Mike Mohan. At 
the Leadership Conference, 
» five customers talked can- 
| didly about what they need 
| from SP asa rail transporta- 
tion provider. 

Service reliability, cost, 
safety and billing accuracy 
topped the list. Innovation, 


responsiveness and ease of 
: doing business are other 
important needs of all SP 
- Lines’ customers. 


But what’s most important 
_ depends upon the customer. 
: Each one has different priori- 


ties, but it’s very important 


| for SP to anticipate and meet 


as our Mission Statement 
says. 

“Get to know your cus- 
tomers and help us get into 
new markets,” says Bill 
Camp of Archer Daniels 
Midland, who ranked mar- 
keting and pricing at the top 
of his list, followed by ser- 


ichne! Myers 


Se 


the needs of each one — just 


Customers Talk, 


vice and paperwork. “Ser- 

| vice starts at the switch,” he 
adds. “Rail cars are an impor- 
tant asset to us, Getting emp- | 
ties back to us is just as im- 
portant as getting loads to 
our customers.” 

“What makes good part- 
ners,” noted American Presi- 
dent Lines’ Mike Diaz, “is a 
commitment to quality, 
people and an intermodal 
focus. Why quality? Because 
it means constant improve- 
ment. And if you're con- 
stantly improving, you'll 
always win.” Diaz also 
stressed service reliability, 


customer focus, lasting solu- 
tions and striving to be 
“world class.” “Not better 
than the other railroads,” he 

| said, “but better than Federal 
. Express.” 

For Chevron, it’s safety, 
service and cost — in that 
order — according to Marty 
Javinsky. It’s also a quality- 


P Listens 
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driven partnership, some- 
thing Chevron is committed 
to. “Continuous quality im- 
provement [at SP] may not 
be enough,” says Javinsky. 
“Quantum leaps are neces- 


sary.” 
In today’s rapidly chang- 
ing markets, Georgia Pacific 


: relies on the effort, involve- 

: ment and “entrepreneurial 
thinking” from the compa- 

| nies it does business with. “If 


you want my business, learn 
more about me,” advised 
Kelly Powell of Georgia Pa- 
cific. “Know and anticipate 


my needs.” 
| 


Customers Talk: 
Bill Camp, Mike Diaz, 
Marty Javinksy, Kelly Powell 
and Jack Sechler 


Jack Sechler of Bechtel 
"wants guaranteed, consistent 


| transit times; contact with 

| the decision makers; com- 
petitive, but profitable, rates 
for SP; zero damage and loss; 
and innovation and continu- 


| client driven,” Sechler points 
| out. “We want to better serve 
: our clients.” 
Each of the panelists noted 
| improvements they've seen 
| over the past year in dealing 
| with SP “But customers 
| don’t buy ‘improvement,” 
Mohan noted. “They buy the 
| best competitive transporta- 
| tion package they can get.” 
: That’s why SP must be the 
best. @ 


ing improvement. “Bechtelis | 
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arry Meng summed it up 
\ one word: “Wow.” 

| Standing in the spotlight 
before nearly 300 of the 
railroad’s key labor leaders 
and managers, Meng was 
one of four employees who 
accepted SP Lines’ first 
President’s Cup Award on 
behalf of the members of 
their Quality Improvement 
Teams, 

“We are honoring and 
recognizing these teams and 
their managers at Eugene for : 
modeling employee partici- 
pation and demonstrating 


how management and labor 
working together as a team 
can achieve successful 
results and improve opera- 
tions,” said President Mike 

| Mohan. 

Agent Kathy Dedmore, 

: Clerk Greg Pereira and 

| Carman George Butts joined 
Carman Larry Meng in the 
spotlight at the Recognition 
| Banquet held during the 


i 
' 
| 


Michael Myers 


| 


Leadership Conference in 
late November. Trainmaster 
Dennis Foley and Division 
Mechanical Officer Butch 
Kelley were also credited for 
their support of the Quality 
Improvement effort and 
encouraging participation 
among employees. 

Meng’s team took on the 


| task of trying to work with all 


the clerical positions in 
Eugene to identify common 
problem areas needing 
correction and improve- 
ment. Their results were 
included in a “Quality 


| Newsletter.” In the future 


this team is going to publish 
anewsiletter including 
information about all Quality 
Improvement Teams on the 
Oregon Division. 

Dedmore and Foley were 
primarily responsible for 
getting the Quality Improve 


Winners’ Cirdes 
Sartain, Mohan, Finkes, Butz, 
Dedmore, Pereira, McDaniel 

and Meng 
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ment effort started in 
Eugene. She has worked on 
most of the teams, including 
one which reduced transit 
time through Eugene Yard. 
One result from this team 
has been a reduction of bad 
order car time from 206 
hours to 108 hours. 
Pereira’s team worked on 
the problem of hold cars at 
Eugene Yard. His team 
identified the two major 
causes of hold cars and, asa 
result of their efforts, the 
number of hold cars has 
been reduced by 26 percent. 
Butts and his Quality 
Team reduced the number of 
rejected rail cars used for 
hauling paper products for 


two customers by 35 percent i 


and saved the company 
$140,000 a year. 

In addition to these fine 
efforts, four people from 
Operating and Accounting 
were also recognized at the 


| President's Cup Recognizes Quality Team Work 


1 received the President’s Cup 


| what we have accomplished 


banquet. Bill McDaniel, 
Richard Sartain and Dick 
Finkes, all of Revenue and 
Customer Accounting in San. 
Francisco, worked with 
Kathy Dedmore in Eugene 
to reclaim almost $1.2 | 
million in line-haul and 
switch charges that were 
overpaid to Union Pacific 
Railroad. They, too, 


for their successful results. 
“I never cease to be 
amazed at the creativity and 
energy that a Quality 
meeting generates,” said 
Dedmore, the first two-time 
President's Cup recipient. 
“lam very excited about 


and the promise of what we | 
can do in the future.” 

“Larry said it best: “Wow,” | 
Mohan said. “If we multiply 
the action being taken at 
Eugene by other locations 
throughout the company,we 
will succeed; we will turn 
around.” @ 
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except Seattle. @ Access to 
Gulf Ports. SP serves more 
Gulf Coast ports, making it 


vantages for SP Lines. Those 
areas where the railroad is 
weak — service, reliability 


our struggle to become | water route through the Pan- Lines’ laborleaders | leaders participated in a two- 

| cost-efficient, profitable : ama Canal). @ More Gate- shared in all parts of | day series of discussions 

| railroad, we sometimes lose | ways to Mexico. SP Lines the Leadership Conference. | with SP Lines’ executives. | ' 
sight of the many advantages | serves more significant rail | “We are committed to Among the topics covered 
SP Lines has. border points with Mexico creating a partnership built were involving labor leaders | Revenues Expenses Income (Loss) } 

When the “Road to 92” than any other railroad. | on mutual respect and trust,” | in the preparation and coor- 1991 1990 1991 1990 1992 1990 
plan was introduced at the | @ Access to Eastern U.S. says President Mike Mohan. i dination of Town Hall 800 | 
Management Meeting in Our ability to interchange | “We're convinced we will all meetings. Discussions also | 
January 1991, the Quality _| with alleastern carriers | be better off working | got underway for establish- i 
process was identified asthe gives SP Lines access to | together.” | ing a labor-management task : 
tool to make it possible to | every significant market in Prior to the Leadership | force to fully participate in i 
achieve those goals and the East. @ Population _ Conference, these labor the Quality process. @ 8,842 23,424 
objectives. Centers Silanes serves z Revenues All funds received from the sale 
Quality will work because | more cities west of the Fe of transportation services, or from other 1d 

it draws upon SP Lines’ Mississippi with populations 3 ee ae a baie ee op ‘ 
strengths — and there are | over 250,000. @ Trans- % cniinnene Bencsonaiioh aon cad o | 
many, as Kent Sterett, vice continental Routes. SP Lines administrative, and roadway and structures. | 
president of Quality, pointed | is the only railroad with two ee ee ae left | 
out to those attending the transcontinental routes. Roriiiveiues: | 
Leadership Conference. @ Condition of Property. SP | 
@ Access to the Pacific. SP Lines’ well maintained, direct 2% 
Lines has dominant access to | routes are in good shape. 
every major West Coast port ‘These are important ad- 


the best choice for land- and cost-effectiveness — can | 
bridge movements between | be fixed through leadership, esa i 
the Pacific Coast and the teamwork, and participation I 

“ 1 


Gulf of Mexico (a time- in the Quality process. @ 


aac . 7 Chemicals Coal, Minerals, 
saving alternative to the all Total Plastics & Food & Forest Construction Metals & 
Carloads Intermodal Automotive Petrochemical Agriculture Products & Government Manufacturing 
1990 476,582 129,887 22,774 78,177 56,158 50,135 94,841 44,610 
1991 482,646 134,487 22,160 83,366 56,913 49,312 91,652 44,816 


Mission 
_ Statement 


vantidpate 


ond satisfy the requirements 


of its customers for highly. 
responsive and cos! 


effective. transportation 


Mkheel Myers 


# Lines’ Strengths oe 
t 8 
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Risking his own 


Conductor Awarded 
Carnegie Medal 


\ K Tillie Witzel has received 
national recognition for his 


heroic rescue of a woman who fell 
on the tracks as a commuter train 
was approaching on June 11, 1990. 

The conductor, from San Jose, 


: Calif., was working as a flagman for 


the train went by. | 


ia fiber optics crew when he saw the / 
woman slip and falt onto the tracks. 


The woman got up, but fell again as 


a CalTrain commute train ap- | 
proached going about 70 mph. Risk- | 


ing his own life, Witzel rushed to 
the woman and pulled her to safety 
moments before the train went by. 

On October 31, 1991, Witzel was 
awarded the Carnegie Medal by the 
Carnegie Hero Fund Commission. 


The commission recognizes out- | 
standing acts of selfless heroism in | 


the U.S. and Canada. 

Earlier, Witzel received a Letter 
of Recognition from the San Fran- 
cisco Bay Area Metropolitan Trans- 
portation Commission. 


| Pilot Program Tries Out Posting Job Openings 


| 
| 
| Aw Job Posting Program, which advertises the availability of ex- 


program, currently being tried out at the General Office in San Francisco, | 
encourages promotion from within the company and gives employees the = 


opportunity for personal and professional advancement. 

On the ist and 15th of each month, job descriptions of vacant exempt 
positions, including those in upper middle management, are posted on 
employee bulletin boards at locations within reasonable commuting dis- 
tance from the San Francisco General Office. 

In order to apply for an advertised vacancy, exempt employees must 
have occupied their current position for six months; agreement covered 
employees must have been employed for six months. 

More than 60 openings have been advertised — everything from assis- 
tant support analyst and buyer to secretary, assistant manager-tariff publi- 
cations, and manager Labor Relations. Almost 60 percent of the vacancies 
posted have been filled by employees from within the company who 
applied under the Job Posting Program. 

Employees have indicated they like the program and think it should be 
expanded, Tom Matthews, vice president-Administration, and members 
of his staff are presently considering expansion of the program to other 
locations. While economic conditions may limit the number of exempt 
: jobs in the near future, those that are filled in the General Office will 
continue to be advertised under the Job Posting Program. 


empt, supervisory and managerial positions, started up last April. The 
| 
| 
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Employees’ Extra Efforts Generate 
Good Business Deals 


Dees Services announced | 


more winners of its “Fat Rabbit” 
award in November. The award rec- 
ognizes the significant achievements 
of employees who help SP Lines 
reach its revenue goals. 

Air Products & Chemicals added 
520 carloads of new business out of 
their newly expanded Pasadena, 
Tex. facility. SP Lines’ winning bid 
included quality and safety along 
with a service/price package. Team 
winners included Operating’s Jim 
Hight and Dave Dawson at Hous- 
ton; Sales’ Jim Jensen in Washing- 
ton, DC and Marketing’s Thom 
Lybeck, Joe Clepp, Troy Harris and 
Ouida Debruhl in Houston. 

Armstrong World Perlite has con- 
tracted with SP Lines to haul 1,100 
carloads a year from its St. Helens, 
Ore. facility. Team winners included 
Sales’ Jim Jensen in Washington, DC 
and Marketing’s Walt Jackson and 
Norm Branting in Denver. 


Nissan has selected SP Lines to 
handle 2,500 carloads a year of traf 
fic that had been moving by ship to 
the Port of Houston, SP will pro- 
vide mini land-bridge service from 
Wilmington, Calif. to Texas. Team : 
: winners included Marketing's Tim 
Hurley and Allen Anderson of San - 
Francisco; Sales’ Bill Bremer in 
| Los Angeles; Fleet Manager's Bill 
: Breslin in San Francisco; and Cus- 
| tomer Service’s Charlie Babers in 
| Denver. 

A new lease arrangement for 
© storing carloads of plastics in Texas 
| is saving the railroad $2 million | 
annually. The leased facility at 

Baytown, Tex. replaces the former 

storage site at Eagle Lake and re | 
duces overall cosis by 25 percent. | 
Team winners included Market- | 
j ing’s Rollin Bredenberg, Bob | 
Wilcox and Gerry Rowell; Oper- | 
_ ating’s Jim Hight; and Marketing's 


/ Dave Hallberg — all in Houston. 
i 


New Groin Elevator Is Good Business for SP Lines 


I was another “first” for SP Lines last July when McNabb Grain Elevator opened its new grain 
elevator at Ogden — the first ever on SP Lines in Utah. & According to Bruce Hubbard, 


regional account manager for the Pacific Central Regional Sales in Salt Lake City, this new facility 
will bring more than 2,000 carloads to SP Lines annually — business that had been moving over a 
competing railroad. Unit trains of corn, barley, wheat and other grains grown in Idaho began 
arriving in October. Working with Atwood-Larson, a grain broker, SP Lines will be the 
carrier for grain products moving from the Ogden facility to customers throughout 
the West. This fine team effort was awarded a “Fat Rabbit” award in | 
November. Congratulations to Real Estate’s Jim Holt in Denver; © 
Operating’s Mike Davis and Sales’ Bruce Hubbard, both in Salt 
Lake City; and Sales’ Donna Kennedy in Oakland and | 
Marketings’ Ray Bilbay in San Fran- | 
cisco. & Special thanks also goes 

to Engineering's Orlando Miera, 
Operating’s Al Woodward and 
Chuck Warren, Sales’ | 
Steve Richards, and © 
Marketing's Mark 
Huston and Brian Holtz. | 


McNabb and 
Hubbard 


larassment: Do You ‘Get It 


ave you heard the jokes that made the rounds during the Verbal harassment includes whistling, sexually oriented jokes, _ By Stefani Kalmin 
Clarence Thomas/Anita Hill sexual harassment hear- kissing sounds, sexual innuendos, and repeated compliments about 
ings? You can bet that anyone who has ever felt sexually ha- physical or anatomical attributes. 
rassed isn’t laughing. And there are a surprising number of people % Nonverbal harassment includes sexually oriented posters, cal- 
out there. E endars, pin-ups and graffiti as well as displays of sexually explicit | 
The Equal Employment Opportunity Commission (EEOC), the | literature or magazines. 
governmental agency which investigates complaints of discrimina- Depending on the circumstances and severity, the following types 


tion involving race, color, sex, age, national origin, ancestry, religious of conduct and conditions may constitute sexual harassment: 
preference, and physical and mental disabilities reports that the : 
number of sexual harassment cases is growing. Complai 
EEOC have soared from 3,661 in 1981 to 5,557 in 


Employees,must be careful that ae 


ees fi und that 42 pe ent of women experienced 1 
tention, but only.1 rcent reported it. 
That's one reason why, rain or shine, many Americans 


rélated language, de 
in such a frequent’ i 
environmentis created, In these-cases, the conduct may.not eve! 
be directedat a parti employee. However,-where the works 
meated by unwelcome conduct of a sexual na: 


nericans have gotten areal education, 
‘is immune to instances 


rea 
2 Social Ti 
touching conve’ 
tions offensive, ina propriate and wi 


guidelines posted on emplo 
-Ajoke, a threat, a tout 

rassment? Tlie offense: 
intentioried jokes or cot 
Inthe more subtle instai 
holding? Js there a diffe 


vance. What ¢ 
frori'yerbal tg physical, fro 
, to innuendo, thi ‘an 


sexual nature th: 
interaction — hu 
| as verbal abuse, 


of sexual harassment to include incidents that creatéa hostile work 


environment. : \ 
Basically, sexual harassment involves unwelcome. conduct ofa 


Richard Sigbermon 
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Do You “Get It?” Sexual harass- 
ment can occur between any two 
people. Supervisor to subordinate, 
among peers, male to female or fe- 
male to male. However, sexual ha- 
rassment in the work place is usu- 
ally male to female and can occur at 
any level within the railroad. 

One of the biggest complaints 
from women is that no matter how 
hard they try to explain why certain 
behavior feels demeaning and un- 
comfortable, men just don’t “get it.” 
“It” being that real sense of empa- 
thy about whatit’s like to have sexual 
boundaries overstepped, particu- 
larly in the work place. 

How does a person “get it?” One 
way to become more sensitive is to 
perform a self-evaluation, suggests 
Malvo. Ask yourself, do your ac- 
tions have a business purpose? 
Would you say or dothese thingsin 
front ofanyone else? In front ofyour 
family or girlfriend? Would you be 
offended ifthisconductwas directed 
to a family member or girlfriend? 

A sexual harassment awareness 
training program has been in place 
at Southern Pacific since 1980, but 
itscontent has changed and intensi- 
fied overthe lastthree orfour years. 
Malvo, who teaches the course 
throughout the company, says the 
session lasts 3 1/2 hours. 


The informal Complaint Proce- 
dure While Malvo educates, the 
actual investigation and mediation 
of complaints is conducted by Ellen 
O'Donnell, manager of Equal Op- 
portunity. “Each complaintistreated 
seriously, given immediate atten- 
tion and thoroughly investigated,” 
she says. “Our duty is to provide a 
work place environment free from 
all forms of sexual intimidation and 
exploitation. And, there can be no 
retaliation for reporting anincident.” 
She stresses, “Retaliation is against 
the law.” Actions against aggres- 
sors may range from a memoran- 
dum that becomes part of a person- 
nel record to suspension or dis- 
missal. 


“It is to everyone’s advantage to 
resolve these complaints and dis- 
courage them from happening in 
thefirstplace,” continues O’Donnell, 
“from a moral standpoint and be- 
cause they wreak havoc in the work 
place, slowing productivity and cre- 
ating an uncomfortable or intimi- 
dating work environment.” 

Southern Pacific’s Sexual Har- 
assment Policy was in place even 
before the EEOC published its 
guidelines in late 1980. The 
company’s Informal Complaint Pro- 
cedure was also in effect prior to 
EEOC guidelines. 

Employees are encouraged to 
contact O’Donnell with complaints 


ofalleged acts of sexual harassment or 
other types of discrimination so they 
can be investigated internally. 


Allemployees shouldbe sensitive to 


what they see and hear in the work 
environment. It is every employee's 
added responsibility to be knowledge- 
able of the sexual harassment policy 
and comply with it. Employees should 
immediately report incidents of sexual 
harassment to O’Donnell. 


Sexual harassment is the most vola- 


tile and traumatic of complaints. But, 
one of the ways to lessen the problem 
and create greater understanding is 
for victims to speak out. With aware- 
ness comes public education and 
change. @ 
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Taking Care 
of Business: 
SP’'s Bauer, 
Granite Rock’s 
Witzig and 
SP’s Riggs 


Granite Rock, a company known for its effi- 

z = ciency, quality control and customer service, 
opened a new aggregate distribution center in San Jose recently. And it did it 
with SP’s help. B Over the past two years, SP’s Dave Riggs, regional account 
manager in Oakland, and Granite Rock’s Kevin Witzig, division sales man- 
ager, worked together to come up with a new site that could help expand 
Granite Rock’s markets in the south part of the Bay Area. & Don Vollmar, 
general manager in SP’s Industrial Development Group, located some under-utilized rail- 


: road property at Newhall Yard near San Jose, then Riggs worked with Trainmaster John 


Bauer to establish the dedicated train service. Bauer’s efforts reflect the dedication of the 
@ train crews and support staff in providing quality service for Granite Rock. Another key 
@ person is Senior Systems Manager Dennis Draper in Fleet Management, who makes 
sure that Granite Rock has the right equip- 
# ment available to meet its shipping re- 
quirements. i Today, SP operates five or more 
trains per week for Granite Rock from its quarry 
ga. in Logan, Calif., some 50 miles south of San 

Jose. These dedicated trains not only serve the new distribution center, but also handle 
business for Granite Rock’s distribution centers at South San Francisco, Redwood City and 
three locations in the San Jose area. Each train hauls between 50 and 100 cars — traffic that 
might otherwise be moving over the highway. The new facility features efficient, automated 
equipment for transferring the clean rock — used in ready-mix concrete and for landscaping 
— from hopper cars directly into trucks. #2 SP and Granite Rock, a supplier of high quality 
concrete aggregates for more than 90 years, have a lot of early history in common. The A. R. 
Wilson Quarry near Watsonville, where Granite Rock gets its aggregate, was discovered in 
1871 while SP was building its Coast Line. The granite was broken up for ballast and used in 
the construction of SP’s track throughout California. Today, Granite Rock is still one of SP’s 
important sources of ballast. EB Granite Rock, known for its customer satisfaction and 
service and its product-quality assurance, has been among the top 12 finalists for the 
Baldridge Award, the nation’s top quality award. & “Both Southern Pacific and Granite 
Rock Company realize that their futures build from the success of their customers through 
repeat business,” says Hal Poulin, vice president at Granite Rock. “In SP’s case, the quality 
of your service is what gives you this repeat business. Our 90 years of doing business with 
SP speaks well of your quality 


"Both 
Southern Patific 
end Granite 
Rock Company 
realize that 
their futures 
build from the 
sucess of their 
customers 
through repent 
business.” 
Hal Poulin, 
vice president 
Granite Rock 


transportation.” EZ Granite Rocks’ 
new distribution center demon- 
strates SP’s commitment to work 
with its customers. “By working 
together,” says Riggs, “we're able 
to develop business opportunities 
that benefit both companies.” @ 
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A Hote About the Results “Agreement” identifies all union employ- 
ees. “Management” refers to non-union employees. @ The num- 
ber of employees responding to each question is shown in per- 
centages. For example, on the question “How would you rate the 
morale in your work group?” — 12% of agreement employees 
{approximately 1,200) said it was good or very good, while 63% 
(approximately 6,300) said it was poor or very poor. The remaii 
ing 25% (approximately 2,500employees) checked the “mixes 
category — which was neither a favorable nor unfavorable re- 
spon 
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THE BEST AND THE WORST OF THE EMPLOYEE ATTITUDE SURVEY 


The Best The following items received the most favorable ratings. 

1. Employee participation will improve the long- term future of the company. (87% agreed) 
2. To what extent will cooperative and non- adversarial labor-management relations 

be necessary for SP to be successful? (84% agreed) 

3. I like the kind of work I do. (80% agreed) 

4. I believe the work I do has an important impact on the quality of service 

we deliver to customers. (80% favorable) 

5. The Quality Improvement Process will be an important part of 

our turnaround. (71% agreed) 


The Worst The following 10 items received the most unfavorable scores. 

1. SP has a reward system that is consistent and fair for everyone. (81% disagreed) 

2. The company promotes the self-worth of every employee. (78% disagreed) 

3. SP does a good job of filling job positions with the best qualified person. (78% disagreed) 
4. To what extent have you been recognized in the last 12 months for your job performance 
or other significant activity/accomplishment? (76% said very little to not at all} 

5. Good job performance .is recognized and rewarded. (76% disagreed). 
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Helm Named Vice President 


Judy Holm, former assistant vice president- 
compensation and benefits, has been named 
to the newly created position of vice presi- 
dent-human resources. 

Holm will be responsible for compensa- 
tion and benefits, as well as employee rela- 
tions functions, which include employment, 
personnel services, training and develop- 
ment and medical. 

Holm joined SP as a messenger in the 
Accounting Department in 1965. She 
worked in various clerical positions in Ac- 
counting and was promoted to asst. chief 
clerk in Maintenance of Way in 1973. Four 
years later she attended SP’s Management 
Development Program and was named 
office manager in the Executive Department 
in 1978, She was promoted to executive 
assistant in 1984 and to asst. vice president 
in 1988. 

Holm reports to Tom Matthews, vice 
president-Administration. 
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Retiree 
Honored 


Bob Heidenburg, retired general manager 
of business development in Kansas City, 
was named Transportation Person of the 
Year by the Traffic and Transportation Club 
of Kansas City. Heidenburg retired in 1988 
after a-39-year..career with the railroad. 
SP’s John Tolich, director national accounts, 
was president of the transportation club in 
1991. 


Golden 
Anniversary 


January 5 marked Harley Rutherford’s 50th 
anniversary with the company. Rutherford 
started as a fireman at El Paso in 1942, then 
was promoted to locomotive engineer in 
1947. Today, he works the pool freight be- 
tween El Paso and Sanderson, Texas and 
has no plans to retire. Congratulations. 
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operate these floats. Ws a lot more Tike operating a! ‘rain than ann 1 car, We're 
familiar with rat communications, working’ with large: machinery and are very salety. 
conscious.” Two people ‘usually: maneuver a float: one steers, the ‘ther handles the 
power ‘and: braking. © ‘Almost ‘24 hours before:the parade began, the SP drivers 


‘teported to: Amisa’ Calif, where many floats are. constructed. Late in'the afternoon, 


they hopped into the driver’s seat for the: Tong (about 19 miles), slow 8 mph) trip’ to 
Pasadena. In the wee hours of the mhoming, the floats are staged for the paradé’s start 
at 810 a.m It takes about three hours 
‘to-drive the 5:1/2mnile parade’ route, ; 
coe Although most drivers are hidden: 
“from ‘view, they can ‘see: ‘the crowds 
igh ‘holes ‘cut into. the sides 
’ their ‘floats. ‘Its exciting tobe part of 
“the parade”. says McGinley, “and to 


float”.« 6 The real reward, the 
‘ers agree, is completing the parade: 
without a breakdown, Not to-men : 


ep 
Calif State Railroad. Mu 


11-4, St™ 


Sacramento cA. : 


B14. 


